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With the development of the real estate market and the increase of residents' 
disposable income, the financial needs of personal housing consumers become 
increasingly diversified. As an important personal assets business of the bank, 
personal housing loan business has drawn wide attention from commercial banks, 
due to its strong profitability, relatively low risk and relatively stable interest. Under 
the impact of interbank competition, particularly the internet finance, commercial 
banks are striving to promote their personal housing loan business by means of 
marketing approach, in order to grab chances in the fierce market competition. 
Currently, personal housing loan is shifting from directly marketing to 
developers and properties for sale to potential individual consumers. At the same 
time, the internet finance springs up. Under this background, combined with my 
practical experience and job requirements of personal housing loan in ICBC, this 
paper explores the innovation of both housing loan marketing strategy and business 
process to better guide related works in commercial banks. 
The research can be divided into two specific issues: one is the opportunities 
and challenges faced by the strategy, tools and methods of personal housing loan 
marketing under the background of internet financial era, mainly through the 
3C-analysis (customer analysis, competitor analysis and company analysis); the 
other one is the adjustment of personal housing loan business process and 
implementation of the marketing strategy in ICBC Shanghai Branch from the 
perspectives of products, channels and services, combining with business practices 
and new technology, the 3C-analysis results and marketing strategy.  
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